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On the Cover 


I. Lehr Brisbin is the new president of National Con- 
sumer Finance Association. Elected at the time of the 
thirty-fifth annual meeting of the Association in Los 
Angeles, California, on September 30, 1949, Mr. Brisbin 
assumes leadership of the national trade association of 
the consumer finance business to which he has devoted 
his entire business lifetime. 

He is a native Pennsylvanian, coming from Lewistown 
where he completed his elementary and high school edu- 
cation. He then attended Culver Military Academy. 
Mercersburg, and Drexel Institute of Technology. While 
still in school he started in the loan business in Phila- 
delphia in 1922, as an outside man for Popular Finance 
Corporation, a subsidiary of Guarantee Loan Company. 
He became branch manager and continued in that capacity 
after those companies were taken over by Household Fi- 
nance Corporation in 1929, 

In 1931. Mr. Brisbin went to Girard Investment Com- 
pany as branch manager. He became supervisor in 1932. 
and in 1935 was placed in charge of operations for the 
Girard organization. He is also assistant secretary- 
assistant treasurer and a member of the Board of Di- 
rectors 

In addition to his unusual success as an executive in 
the consumer finance business. “Bris” has devoted much 
time and talent to trade association work. He is a past 
president of the Exchange Bureau of Philadelphia and 
spent many years as its treasurer and bureau manager. 
For many vears a member of the Board of Directors of 
the Pennsylvania Consumer Finance Association. he 
served three years as president of that organization 
vears marked by growth. unity and success. 

The National Association elected him to its Board of 
Directors in 1943, and he has rendered notable service 
on that Board for the past six years. He was national 
treasurer from 1946 until elected vice president at the 
French Lick convention in 1948. At the age of 46, he 
now assumes an important position of leadership in a 
national industry with a wealthy background of experi- 
ence and practice in directing association work, with a 
practical knowledge of every phase of the business, and 
wholly devoted to the ideal of improvement of consumer 
finance service to the American family. 

The Brisbin home is the community of Drexel Hill in 
suburban Philadelphia where he lives with his charming 
wife and his son, I. Lehr Brisbin, Jr... now nine years 
of age. Interested in community development, he served 
two terms as president of the Civic Association of 
Aronomink Heights, Inc. Sincere. capable, cordial, he 
enjoys an ever-increasing circle of friends. His cabin 
cruiser and summer home on the beach afford the family 
a round of enjoyable summer days and week ends on 
the bay and along the eastern shore. 

Under the present Constitution of the Association the 
president is a member ex officio of the Executive Commit- 
tee with full power to vote. One of the first duties of this 
Committee will be the selection of standing and special 
committees and their chairmen for the coming year. 
These matters will receive special consideration at a meet- 
ing of the Executive Committee in the near future. 

Hail to the Chief! 
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Newly Elected 


Vice President 


Barney J. Lenihan 


Barney J. Lenihan, president of Time Finance Com- 
pany, Louisville, Kentucky, was elected vice president of 
the National Consumer Finance Association by the Board 
of Directors at their annual meeting held in Los Angeles 
on September 0). 

Mr. Lenihan was elected to the Board in September, 
1939, and has served continuously since that time. He 
has always been intensely interested in the Association's 
public relations program and has contributed much to its 
success. The suggestion that a Public Relations Commit- 
tee be appointed originated with him and he was named 
a member of it by the Executive Committee when it was 
formed in 1944. 
chairman of the Public Relations Committee. 

Mr. Lenihan was also chairman of the Film Committee, 
a sub-committee of the Public Relations Committee. This 
sub-committee worked in close cooperation with the pro- 
ducers of “Every Seventh Family” consulting with them 
on the preparation of the scenario which took many 


For the past two years he has been 


months of hard work and on the many details incident to 
the production of the film. 

The Public Relations Committee is also responsible for 
the public relations materials which has been prepared 
and printed by the Association in the last five years. 

Mr. Lenihan is a past president of the Kentucky Asso- 
ciation of Personal Finance Companies and takes an active 
interest in state associations wherever his company has 
offices. His civic activities in Kentucky are many. He 
is the immediate past president of the Kentucky Chamber 
of Commerce, a member of the Board of Directors of 
the Louisville Better Business Bureau, and he was for 
many years executive vice president of the Kentucky 
Free Bridge Association. 
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Consumer credit outstanding 
continues to climb. At the end of 
July the Federal Reserve Board esti- 
mated that $16,185 million was 
standing, about $63 million more 


out 
than 
at the end of June and 10° higher than 
a year ago. 
Of the 


credit, 


kinds of 
instalment lending 
July to $9,322 million, 
than half being accounted for in auto- 
Other 
sale credit was up seasonally. 
Instalment 
million in 


several consumer 
$208 


more 


rose 


million in 


mobile purchases. instalment 


$63 


well 


loan balances rose 


July and continued 
above the corresponding totals for the 
preceding year. 

On the other hand charge account in 
debtedness dropped more than season 


ally. For 


balances have 


two successive months these 
been slightly below those 
ol a year ago. 


{merican Banker. 


Some Ketteringisms— 


Research is an organized method for 

keeping you reasonably dissatisfied with 

what you have. 
Research is the procurement depart 


ment for new ideas. 


If we extended our technological de 
velopment to create new industries we 
would more than absorb any people who 
have been thrown out of work. 
Engineering is a combination of 
brains and materials. The more brains, 
the less materials. 


Engineering must partake as much of 
economic horse sense as it does of scien- 
tific principles. 

Nothing is so conducive to thought 
as the sheriff. 


is not simply a 
apparatus for 
I contend that 


A research laboratory 
building that contains 
conducting experiments. 
it is a state of mind. 


4 bank account in the black is the 
popular applause of a scientific achieve- 
ment. 

Wall Street Journal. 


Surprising unanimity charac- 
terizes students of consumer credit, as 
a group. Both in academic halls and 
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Culled from Here 
and There 


TOOT 


in the industry, they dispute the long- 
advocated Federal Reserve theory that 
consumer credit is the volatile 
element in the credit economy.”  In- 
stead, the 


known 


“most 


industry tends to rely on the 
volume of stored-up and con- 
tinuously accruing 


The Federal 


partly on the claim that consumer bor 


purchasing power. 


Reserve thesis has rested 


rowers are not as a rule the same peo 
bulk of this reserve 
To this, the 


consumer 


ple who control the 
purchasing power. 
is that the 
need reserve purchasing power. 


reply 
doesn’t 
All he 
The reserve purchasing 
lodged, 
to keep that job steady. 


borrower 


needs is a job. 


power, wherever is counted on 


There’s mounting evidence that 
the American people are now planning 
more intelligently for their old age than 
at any time in history. They know that 
to achieve a “comfortable” old age they 
and that 


they must prepare for it in advance. 


must have financial security, 


Demonstrating the growing interest 
in providing for their own 


retirement, reports the Institute of Life 


ol people 


Insurance, Americans last year put inte 
the purchase of all types of annuities 
nearly twice the amount they did five 
years before. 


Rutland (Vt.) Herald. 


The word “profit” is derived from 
the Latin “profectus,” meaning advance, 
or progress. That is why every trans- 
action must carry a profit to producers, 
vendors, workers and customers, in or- 
der to make It is time that 


the word stood in the public mind for 


progress. 


something that is highly honorable and 
desirable—and not invention of a knock- 
kneed devil. W. P. Turrre, 


Business. 


Canadian 


present statistics, 


In the light of 
U. S. families are becoming 

better educated 

more standardized in tastes and be 
havior 

more concentrated in the western 
U.S. and away from rural areas toward 


metropolitan suburbs. 


And the U. S. family will alse 


contain more working women 


share more equally in the distribu 
tion of America’s wealth 
leisure time 


smaller. 


have more 
be growing 
and become 


Consumer Credit. 





MEETING 


ILLINOIS 
Edgewater Beach Hotel, Chicago, 
October 25-26 
INDIANA 


Claypool Hotel, Indianapolis, No- 
vember 10-11 


IOWA 
Hotel Russell-Lamson, Waterloo, 
May 11-12, 1950 


KENTUCKY 
Brown Hotel, 
ber 1-2 


Louisville, Novem- 


MICHIGAN 


Hotel Statler, 
25-27 

Belvedere Hotel, Charlevoix, June 
29-30, 1950 


Detroit, October 


SCHEDULE 


OHIO 


Hotel Carter, Cleveland, Novem- 


ber 8-10 


OREGON 


Multnomah Hotel, Portland. No- 


vember 11 
PENNSYLVANIA 


Benjamin Franklin Hotel, 
delphia, November 9 


Phila- 


VIRGINIA 


Hotel John Marshall, 
October 19-20-21 


Richmond, 


WASHINGTON 


Spokane, October 22 














The Outlook for Consumer Credit 


By A. ANTON FRIEDRICH 


This article is reprinted from the 
August issue of Banking with special 
permission. 

The author is professor of economics 
at New York University, a member of 
the faculty of The Graduate School of 
Banking, a speaker and writer on eco- 
nomic subjects, and a regular con 
tributor to Banking. Herein he looks 
into the future and finds reasons for 


optimism. 


Reasonable anticipations of con 
sumer credit developments would, it 
seems to me, run somewhat as follows 

1. The volume of instalment loan 
activity will remain high with outstand 
ings continuing to increase, although 
at a slower rate than for the past several 
years. So far as new loan applications 
are concerned, the decline in the total 
of consumer buying and an increase in 
the number of loan rejections will be 
partly offset by the larger ratio of 
credit to cash sales. On net balance 
the decline in activity should not be 
great and the level should remain high 

2. The present low ratio of delin 
quencies will continue in the period 
ahead. In some communities where 
cutbacks of 
usually severe, delinquent accounts and 


production may be un 


the recasting of loans may increase, In 
general, however, unemployment and 
the decline of income payments will not 
reach those dimensions which will result 
in any massing of consumer inability 
to meet obligations. 

3. The risks of lending have been and 
will continue to be greater than for the 
past three years although no greater 
than was considered normal in prewar 
years. In a buyers’ market with de 
clining prices, dealers are plagued with 
overstocked inventories, price-cutting by 
earnings, and 


rivals, declining net 


losses. Survival is more difficult. The 
less capable, skillful, energetic, and 
the less experienced are apt to fall by 
the wayside. The less scrupulous are 
apt to resort to wayward practices such 
as selling out of trust. 

To some extent, however, these risks 
are moderated by the fact that many 
dealers. particularly automobile deal 
ers, are or should be in a financially 
strong position as a consequence of their 
high earnings during the past three 
postwar years. 

1. Competition with other instalment 
lenders may increase somewhat, partly 
as a result of the changing business 
situation, partly as a result of the lapse 
of Regulation W, but this should not 


assume any great or general importance 


[4] 


selling terms instead of 
down-payments 


“Wildeatting,” 
merchandise, cutting 
to a point where “padding” and hidden 
charges are levied to compensate for the 
high risks involved will occur and will 
be publicized but will be restricted to a 
limited group of “fringe” dealers and 
lenders. 

5. Costs will increase due to added 
pressure upon collections and added 
supervision of accounts, but the cost 
increase should not be appreciable. 

6. The earnings record of consumer 
credit departments of banks for the 
year 1949 should, therefore, be a very 
satisfactory one and should compare 
favorably with other divisions of bank 
operations. 


Evidence for Optimism 


This may appear to be an optimistic 
forecast but it is in accord with the 
available evidence. Consider the fol 
lowing factors which will give this pe 
riod of “readjustment,” “disinflation,” 
“recession” (or what have you?) a 
quite different pattern from that of the 
more severe prewar depressions. 

The forced widespread liquidation, 
the distress selling, the failures, bank 
ruptcies, farm and home foreclosures, 
the sharp declines in income payments 
and employment which in the case of a 
severe depression move with accumu 
lating force from one industry and one 
segment of the economy to another have 
not occurred and probably will not. 
The liquidation this time is gradual and 
is not cumulative in character. The 
process today is, as one economist aptly 
characterized it, a case of “sequential 
liquidation.” While some industries are 
in the throes of a buyers’ market, others 
have completed their adjustments and 
are gaining strength, while still others 
are at the peak of their postwar pros- 
perity. 


“Sequential” Recession 


The sequential nature of the present 
recession is evident in the behavior of 
the various markets for durable con- 
sumer goods, The first to undergo “dis- 
inflation” was radio sets, followed some- 
time later by household appliances; now 
the readjustment is moving into the 
used car market, with the testing period 
for new automobiles still largely in the 
future. 

Under these circumstances, a piling 
up of hardship cases, of risks and losses 
on a broad basis is not likely to occur. 
Difficulties will tend to be local rather 


than regional and national; they will be 
successive rather thar concentrated in 
time. Some bankers will report that 
conditions are as good as they have 
been, others that conditions are improv- 
ing, while others will note that their 
collections are slowing down, delinquen- 
cies are increasing, and dealer problems 
are becoming more serious. 

Of equal importance from the point 
of view of instalment lending is the 
continued high liquidity of consumers. 
While unemployment has 
employment has not fallen off corre- 


increased, 


spondingly, earnings have fallen off but 
income payments for the year will run 
at a figure exceeded only by the record 
year of 1948. Unemployment insurance 
payments help to maintain the income 
of those who have lost their jobs, while 
price supports keep the farmer not only 
in a solvent but in a profitable position. 

In addition to currently received in 
come, consumers as a whole have more 
than $200 billion in liquid assets. Ac 
cording to the recent survey of consumer 
finance es of the Federal Reserve Board, 
7 in every 10 spending units entered the 
year 1949 with liquid assets and “a 
substantial proportion had sizable sec- 
ondary financial reserves.” 

It does not follow from this that par 
ticular individuals—or that in some 
communities, a fairly large group of 
able to meet 
It does mean, 


borrowers—may not be 
their loan commitments. 
however, that there will not be a gen 
eral breakdown, a massing of delinquent 
borrowers on a wide scale (assuming of 
course that reasonable credit standards 
are maintained}. 

The developing economic situation 
clearly is one which calls for the exer 
cise of reasonable care in extending 
loans. It does not justify fear or deep 
pessimism. The experienced lender will 
make certain that the down-payment 
on a used or new car, a television set. 
or a refrigerator will establish an equity 
on the part of the borrower in his pur- 
chase sufficient to induce him to main 
tain his payments although prices may 
fall during the lifetime of his contract 
or new models may come into the mar- 
He will limit his 
maturities so that the loan will not have 


ket at lower prices. 


a longer life than that of the used car 
against which the loan is made. He 
will examine the dealer's financial 
standing as well as the automobiles or 
refrigerators in the dealer's stock. These 
are good rules of credit at all times; 
now they will be exercised with some- 


what more alertness and care. 
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Microfilming 


An Integral Part of Modern Consumer Finance Business 


Mr. Brulatour is president of Indus- 
trial Microfilming and is also heading 
up the newly organized Microfilm Cor- 
poration of America. He has been 
actively engaged in the photographic 
industry for the past 14 years, nine of 
which were spent with the major motion 
picture companies. He served as a 
specialist in photography with the U. S. 
Vavy in World War Il and later headed 
up the planning and setting up of a 
microfilming division for operation on 
a peacetime basis by the Navy Depart- 
ment, 

The attention of modern managed 
business is today centered to a large 
extent on the miraculous accemplish 
ments of microphotography. Each day 
brings some new development and busi- 
ness leaders eagerly await the latest 
discoveries in the field of this very 
much up-to-the-minute science. Up to 
little has 
been written regarding the actual use of 


the present, however, very 


microfilming by lending agencies, firms 
doing large credit business, and in par 
ticular loan and _ finance 
It may then be of interest and possibly 


companies. 


a help in some cases, to set down briefly 
the experience with microfilms as used 
by both the larger chain type loan com- 
pany. and the small independent loan 
and finance company with only one 
office. 

For the benefit of the layman, micro- 
filming is precision photography on rolls 
of safety film having an estimated life 
of 500 vears. A subject can be reduced 
900 times. No line or letter of the 
original is changed or lost. Microfilm 
is as easily read as the original docu 
ment, and factual facsimiles can be 
rapidly reproduced. Now after 21 years, 
it is only coming into its true position 
in the field of 
It is being adopted by 
field and industry, including the con 


modern management. 
almost every 
sumer finance field. Like any new office 
technique, it first had to be tested, tried 
and proved before any large scale appli 
cation was made by loan and finance 
companies. This involved close work 
between men who knew the problems 
of that field. and men who had the right 
“know 
ment, 


how” on microfilming equip 


understanding its limitations. 
techniques and feasible 


Properly applied. using the right type 


applications. 


of equipment with understanding of the 
problems of the finance industry, and 
the rendering of proper service on the 
part of the microfilming company, it 
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By PETER E. BRULATOUR 


can quite definitely be a very valuable 
asset to any business organization. Its 
value is not limited to million dollar 
chain concerns, but is of equal value to 
the small independent company doing 
a credit business from only one office. 

At the 1948 meeting of the Michigan 
Association of Small Loan Companies. 
Mr. Charles A. Gerhardt, then President 
of the National Consumer Finance Asso- 
ciation, in his address “Aggressive Ideas 
for Management,” advocated that opera- 
tors of small loan companies look into 
the possibilities of using microfilm as 
a means of greater security in the pro- 
tection of their vital ledger cards—the 
“lifeblood of their business’ —against 
loss by fire or some other catastrophe. 
as well as a means of eliminating the 
duplicate posting of accounts. While 
it is only a year ago that Mr. Gerhardt 
made the recommendation, actually the 
thought had been put into action many 
years before. 

It was back in 1940 that Mr. Irving 
S. Michelman, Vice President of the 
Security Finance Company. read a hu 
morous story in the Vew Yorker con- 
cerning the use of microfilm, and while 
he can enjoy humor like anyone else. 
it set him thinking as to the more prac- 
tical applications of microfilming by 
loan and finance companies such as 
his own. He saw in it greater security 
than ever for his records, and a means 
of eliminating duplicate posting of ac 
counts. He decided to do something 


about it. and subsequently rented a 
microfilming machine to carry around 
in an automobile to his various offices. 
This proved to be very cumbersome, 
time consuming, and impractical as 
In addition to his rental 


costs for the machine were film costs, 


well as costly. 


transportation costs from office to office 


The boss has asked everyone to help keep the 
office expenses as low as possible this year 


and the operator's salary for running 
the machine. Result was that he had to 
give up the idea and go back to dup- 
licate posting of accounts. However, 
the thought of its potential use in the 
consumer finance field remained with 
him. Following the war at least one 
microfilming organization was set into 
motion, by a group of Naval Veterans 
formerly attached to the Secretary of 
the Navy's Records Administration 
Office. who planned to operate a mobile 
microfilming service. The service as 
planned fitted very nicely into Mr. 
Michelman’s original ideas for the con- 
sumer finance field. He contacted this 
group. explained the problem of dupli- 
cate posting of accounts, and the need 
for greater security for his vital ledger 
cards then spread over five offices in 
his chain. Arrangements were made 
for the testing of this mobile microfilm 
ing service in one of his offices. While 
he had proven to himself that micro 
filming had a definite place in his or- 
ganization, he was anxious to determine 
the amount of interference to normal 
office procedures, exactly how long the 
operation of microfilming would take 
experienced technicians. and most of 
all the cost factors of the service. Re- 
sults of this simple test so delighted 
him that he immediately installed the 
service in his entire chain of offices, 
and has been installing it in every new 
office he has opened since. Like any 
good thing, other companies heard of 


While many of 


them had been aware of this new tool 


what he was doing. 
of business—microfilming’—and had 
considered renting and operating their 
own equipment, as the majority of 
banks presently do, they later ruled it 
out as too costly. But this new “mobile 
system” had something to offer and the 
price was within reason, so they soon 
were adopting this unique way of elimi- 
nating duplicate posting of accounts 
which is also a means of protection 
against loss or damage in fire, and pos 
sible defaleation by employees. 

The entire operation of the service 
is very simple. Once every 90 days each 
loan company. or the headquarters of 
notified of the exact 
day and hour the microfilm cameraman 


each chain, is 


will visit each office. Because of the 
heavy business encountered at the be 
ginning and end of each month, as well 
as on the 15th of each month, arrange 
ments are generally made to service 
each office during their periods of low 


[5] 





est activity. In the case of chain com- 


panies, headquarters generally advise 


the managers of all offices when their 
particular office will be serviced, and 
stress how important it is that all cards 
covering “new loans” be typed up and 


When the 


microfilm cameraman arrives, his only 


ready for microfilming. 
requirements are that a room or desk 
top near an electrical outlet be made 
available to him on which to set up 
his portable high speed electrical cam 
era. He comes with full equipment to 
operate on either A.C. or D.C current. 
carrying the necessary converters in his 
kits. The general procedure is to make 
one of the customary interviewing rooms 
available to him. After he sets up his 
equipment, which takes only about 10 
minutes, he is then ready to proceed 
with the microfilming of each and every 
vital ledger card, at the exceptionally 
fast rate of approximately 1500 to 2000 
cards per hour, depending on their size. 
condition and how they are filed. The 
average time generally spent in one 
office is about one hour. But how does 
all this work out in an office having an 
outstanding of approximately a million 
dollars, representing in excess of say 
5.000 ledger cards? A typical example 
of such a case is the New York City 
office of the Guardian Loan Company, a 
user for several years of a “mobile 
microfilming service.” Mr. M. Otto 
Schultz, its president, states, “As you 
know, our Broadway office is quite ac 
tive, and therefore in order not to inter 
rupt the normal office routine of that 
office our microfilming company films 
our accounts after regular office hours 
and without additional charge.” The 
microfilming company may prefer to do 
the work during normal office hours, 
offices 


where the volume is tremendous, and 


but exceptions are made for 


the activity constant 


The cameraman generally photo 
graphs a series of identifying targets 
indicating the start of each reel, next 
the name and address of company, then 
First the PB’s active 
accounts by due dates as filed, then the 
PB's slow file, followed by the delin 
quents, and last the P&L or charged 
off cards. The result is that the cards 
appear on the film exactly as they were 


the account cards. 


in the files on the particular day they 
were microfilmed. Microfilms then are 
speedily developed in special labora 
tories, where due to the confidential 
character of the material that has been 
filmed, no visitors are ever permitted 
Once developed, the film is inspected 
for photographic quality, then mounted 
on metal reels, boxed and labeled No 
one with the exception of laboratory 
technicians ever sees the microfilm con 
taining the account cards of these com 
panies. Films are then sent to each of 


the respective companies, or to their 
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executive headquarters, where they are 
safely stored in a safe deposit box. 
Some companies have preferred to have 
the microfilming concern store their 
film—an added service. Then in case 
a fire destroys their original cards, time 
will be saved in getting the microfilm of 
the cards to the microfilming company 
Should 


fire ever strike a company now using 


for necessary reproductions. 
microfilm as a protection to their vital 
ledger cards, they will be happy in the 
thought that reproductions can be made 
in approximately 24 hours. Since re 
productions are made in the same size 
as the originals, contain all the infor 
mation which was on the original cards 
and will take ink, they can be used 
immediately for carrying on the busi 
ness in place of the cards which were 
lost. For the firms using automatic 
bookkeeping 


are simply 


machines, reproductions 
made on a lighter stock 
paper comparable to the original cards, 
and suitable for use in the machines. 
To quote again from an actual user of 
microfilming. Mr. Ralph Belknap, presi 
dent of the Bell 


states. “The service is an important 


Finance Company. 


‘must’ to small organizations such as 
mine which do not keep duplicate sets 
of cards outside the office. only a dupli 
cate set of books. 
to know that if ever anything should 


It's a ‘nice feeling’ 


happen to our cards, they would be 
replaced within 24 hours. I believe 
that having this feeling of security is 
worth more than the cost of the service.” 
Actually the cost is amazingly low. be 
cause when a cameraman microfilms 
the account cards of your office, he may 
also do the vital records of several 
other firms in your same district, so 
the costs of transporting the equipment 
The re- 


sult in most cases being that the mini 


are not borne by one concern. 


mum service charge is billed. plus a per 
thousand rate for the cards microfilmed. 
Using the service once every ninety 
days, the average cost per office runs 
approximately $6.00 per month per 1000 
cards. How does this compare in cost 
if duplicate posting of accounts at head 
quarters is maintained ? It is estimated 
by Security Finance Company that they 
would require the full time service of 
one girl to keep duplicate records of 
their accounts at headquarters for every 
six offices Since microfilming costs 
them about one-third the salary of a 
girl, they state that fer a typical chain 
of six offices they have cut their costs 
662» Also that they have much 
more accurate information in event of 
loss of the ecards by fire or malicious 
damage. with the microfilming method 
since it shows all the changes in ad 
changes in phone number, em 
which could not be kept 


up to date at headquarters in any other 


dress 


ployment, et 


way 


The over-all advantages of microfilm- 
ing in the modern loan and finance com- 
pany, or for that matter any organiza- 
tion doing a credit business, can best 
be summed up this way: First, the elimi- 
nation of duplicate posting of accounts, 
which more than pays the cost of micro- 
filming. Second, the added protection 
in the event fire strikes your office. 
You can then have a complete set of 
ledger cards within 24 hours that con- 
tain all the information the originals 
had at the time of last microfilming. 
Third, it has the value of an independ 
ent audit, since defalcation on the part 
of employees is a hazard in any money 
business, any kind of special headquar 
ters examination of the account cards, 
such as the microfilm company makes, 
helps prevent fraud since the em 
ployees know that headquarters have 
available a photograph of each account. 
Many companies make a practice of 
comparing the total number of expo- 
sures tabulated by the microfilm cam- 
eraman, for which they are billed, with 
the total number of accounts which the 
office is supposed to have on hand. 
Any discrepancy is investigated. The 
Lumbermens Mutual Casualty Company 
reports employee dishonesty Is now at 
a record high and still rising. The 
nation’s fidelity-bond losses were $16.8 
million in 1948 vs. $11.7 million in 1945, 
and the current rate is almost twice 
that of 1945. 

Since the writer feels that the whole 
idea of microfilming for loan and 
finance companies from its inception 
to its present state has been due directly 
to the suggestions and criticism of the 
companies themselves, and that further 
progress will be attained only by con- 
tinued close cooperation between the 
microfilming service concerns and the 
companies, it is only fitting that this 
article be closed by a statement from a 
company employing the service. Mr. 
Cushing B. Snider, President of Ad- 
vance Discount Corporation and the 
Newburgh Personal Loan Company, 
recently stated, “I find microfilming is 
an excellent method of insuring against 
loss of valuable records. I consider it 
quite economical, and the fast and efh 
cient operation of the microfilming serv 


ice makes it almost ‘painless.’ The 


system I employ is not only highly eff- 
cient but also a very pleasant and co 
operative service. I consider it a valu 
able and integral part of my method 


of operation in both my offices.” 
* 


\ person remains immature, what 
ever his age, as long as he thinks of 
himself as an exception to the human 
race. —H. A. Overstreet, Mature Mind. 
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Changes at Commonwealth 


Lloyd S. Henderson 


After nearly 25 years with Common 
Lloyd S. 
Henderson retired from active service 
August 31, 1949. 

As a member of the Executive Com 


wealth Loan Company, Mr 


mittee of the National Consumer Fi 
nance Association, Mr. Henderson be 
came well known throughout the in 
dustry. He was also quite interested 
in the activities of the various state 
associations, once serving as President 
of the Indiana association. 

\ native of Indianapolis, Mr. Hender 
son had graduated from Purdue Univer 
sity and gone to Washington. D. C.. 
when his stay was interrupted by his 
enlistment in Battery “C” of the 150th 
Field Artillery of the 42nd Division. 
At the close of the war he returned 
to Indianapolis and was engaged in the 
automobile business for several years 
before joining the Commonwealth or 
ganization in September, 1924. From 
an assistant in the Indianapolis branch 
he was promoted to traveling relief 
manager. becoming permanent manager 
of one of the Chicago offices in 1927, 
later moving to Detroit, where he man 
aged one of Commonwealth's largest 
branches until 1935, at which time he 
returned to Indianapolis as Vice Presi 
dent. He was advanced to Executive 
Vice President in 1943 and to President 
in 1945. 

Although Mr 


longer be active in the operation of the 


Henderson will no 


business, he will continue to serve Com 
monwealth as a member of the Board 
of Directors 

Andrew T 


President of Commonwealth Loan Com 


Coyle has been elected 


pany according to an announcement by 
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Andrew T. Coyle 


Rudolph C. Aufderheide, Board Chair- 
man. Mr. Coyle succeeds Lloyd S. Hen 
derson, who is retiring. 

Mr. Aufderheide paid high tribute to 
Mr. Henderson who had served the 
Company for nearly 25 years, including 
ten years as Vice President and Execu 
tive Vice President, before becoming 
President in 1945, 

In speaking of Mr. Coyle, Mr. Auf 
derheide stressed the value of his 22 
years of experience with Commonwealth, 
which has included such important posts 
as seven years branch office manager 
and four years as a Home Office super 
visor before holding executive positions 
in the past 9 years ranging from Assist 
ant Vice President to Executive Vice 
President since 1946. 

Commonwealth operates 79 branches 
in 10 states, including three in Indian 
apolis. 

The Executive Offices are located at 
300 Guaranty Building. 


Honestly, to hear him tell it 
this dictionary is never wrong!” 


R.F.C. Is “Too Aggressive” 
In Granting Loans 


The Reconstruction Finance Corpora- 
tion is “too aggressive” in granting 
loans, and any further liberalization of 
the agency's lending powers would lead 
the Government “even more deeply into 
the channels of private business and 
industrial production,” a spokesman for 
the American Bankers Association said 
on August 4. 

Earl R. Muir, the spokesman. a mem 
ber of the A.B.A.’s credit-policy com 
mission, testified before a Senate bank 
ing subcommittee which is considering 
a bill to liberalize the lending policies 
of the agency. Mr. Muir is president 
of the Louisville Trust Company. 


Believes Loans Solicited 


believe that they (the 
R.F.C.) have solicited loans?” asked 
Senator Fulbright (D., Ark.), chairman 
of the subcommittee. 

“I have no proof, but I believe they 
have.” Mr. Muir replied. 

The banker said it was the position 
of the A.B.A.. which represents 13.000 
of the 14.000 banks, that 
among other things, the R.F.C. should 


“Do vou 


country’s 


not be providing a secondary mortgage 
market He contended that if the 
R.F.C. did not provide this secondary 
market it would be taken care of by 
private sources, including insurance 
companies. 

Mr. Muir said also that the agency 
made loans banks 
would make them if the R.F.C. didn’t.” 
He emphasized, however, that some of 


the loans made by the agency never 


business “where 


would have been touched by banks be 
cause they considered them bad risks 

The bill under consideration was in- 
troduced by Maybank (D.., 
S. C.), chairman of the full committee. 
It would increase the R.F.C.’s loan au- 
thority from $2.500,000.000 to $5,.000.- 
000.000 and leave loan-maturity limita 


tions to the discretion of the agency's 


Senator 


board of directors. 

“If all limitation on maturities of 
R.F.C. loans is removed,” Mr. Muir told 
the subcommittee, “it is conceivable that 
some loans could be made, renewed, and 
extended indefinitely.” 

“It seems to us,” he told the senators, 
“that any loan with a repayment sched 
ule exceeding 10 years (the present 
R.F.C. limitation on business loans) is 
an equity capital loan which should not 
If the 


Congress believes that the Government 


be supplied by the Government. 


should aid small business in meeting its 
capital requirements, the best form of 
aid it can provide is tax relief.” 


Louisville Courier-Journal 
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Uniform Reporting to Banks 


New Direct Cash Lending Questionnaire Has Been Adopted 


Mr. Barnes, president of American 
Investment Company of Illinois, and a 
member of the Board of Directors and 
of the Executive Committee of the Na- 
tional Association, served as chairman 
of the special committee of the Associa 
tion in the development of the ques 
tionnaire. 

Bank credit has always been an im 
portant source of funds through the 
years in the development of the small 
loan industry. 
companies in our field, banks have de 


In extending credit to 


sired certain information concerning 
the loan portfolios of the respective 


companies. This information has been 


SCHEDULE A 


SCHEDULE f 


By DONALD L. BARNES 


given to banks in various forms, but 
entirely lacking in uniformity. 
Companies operating in the sales fi- 
nance industry have submitted a stand- 
ard form of questionnaire to their banks 
for the past 25 years, the first question- 
naire having been adopted in 1924. 
This form was revised in 1935 and again 
revised, in co-operation with the Amer 
ican Finance Conference, a few years 
later, at which time a special section 
was included for those discount com- 
panies that also operated a direct cash 
lending department. 
of course, inserted without consulting 
After several years, it 


This section was, 


our Association. 

















was recognized that the small loan sec- 
tion of this questionnaire did not prop- 
erly cover the operations of the com- 
panies operating under the small loan 
acts and similar regulatory laws. 

At the convention of the Robert Mor- 
ris Associates last year, Mr. Ray H. 
Matson, Vice President, The First Na 
tional Bank of Chicago, was appointed 
Chairman of the Associates’ Committee 
on Co-operation with Finance and Loan 
Companies. An objective of this com 
mittee was to develop a questionnaire 
that would properly reflect the opera- 
tions as well as the conditions of the 
loan portfolios of the companies to 
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ADDITIONS 


SCHEDULE D 
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Loans Sold (Bu 
Loans Charged 
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whom they were extending credit. Our 
Association was invited to participate 
in the preparation of such a question- 
naire. A special committee of the Na- 
tional Association consisting of Donald 
L. Barnes, chairman, B. E. Henderson 
and Leon J. Ingram worked with their 
committee for almost a year, and the 
“Direct Cash Lending Questionnaire” 
as reprinted in this issue is the final 
product of this co-operative effort. Spe- 
cial effort was made to confine it only 
to information which would be (1) 
and (2) 
readily available without requiring com- 
add statistical 


essential for credit studies 


panies to burdensome 
changes. 

Ray H. Matson of the First National 
Bank, Chicago, in commenting on the 
“The "Direct 
Lending Questionnaire’ is, of 


report says: new Cash 


course, 
designed primarily for companies en 
gaged in direct cash lending operations 


which we frequently refer to as small 

















loan companies. It does, however, pro- 
vide for some details regarding other 
types of paper purchases, as our experi- 
ence has that many small loan 
companies, either directly or through 


bee n 


affiliated companies, also purchase in- 
stalment paper such as automobile 
notes, appliance paper, etc. The new 
form brings out more effectively than 
in the old section, the analysis of re- 
newal volume and also calls for a rather 
complete schedule showing the loss ex- 
perienced for the period. The schedule 
showing collections in relation to bal- 
ances outstanding has been clarified. 
“The major difference in the new as 
compared with the old form relates to 
the classification of past due accounts. 
We experienced very considerable diff 
culty in obtaining information on a uni- 
form basis when past due accounts were 
classified on the basis of the last full 
payment of principal and 
Further, the amount of work 


monthly 


charges. 


involved in setting up this schedule was 
so heavy that comparatively few com- 
panies with heavy outstandings were in 
a position to prepare the data. This 
was especially true where records were 
kept on punch cards. In using any 
statistics of this kind, it is, of course, 
essential to have the data presented on 
After a number of 


a uniform basis. 


discussions with representative com- 
panies, in the industry, as well as with 
members of the committee appointed by 
the National Consumer Finance Asso- 
classification shown in 
Schedule “G’ was agreed to. We found 
that a number of the leading companies 
either used the schedule as set up, or 
same, for their 

This schedule gives 


ciation, the 


one nearly the own 
internal control. 
a simple yardstick and it appears to be 
one that can be readily furnished by 
practically all operators. The schedule 
showing the ratio of charges collected 


(Continued on Page 16) 
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Interstate Finance Corporation Presents Its 


Personnel Department 


Thomas B. Meyer 


It all started just four years ago 
The end of World War II was in sight: 
VE Day had been celebrated, and all 
that was left to finish up the job was 
the dramatic and destructive atomic 
power that was to disintegrate the war 
enthusiasm of the Japanese in the 
Pacific 

Interstate’s management, like all 
other progressive business heads, had 
many plans for the future in getting 
business back to normal and expanding 
facilities after the war years. 


Study Organization 


One of the first steps in Interstate’s 
postwar program was an analysis of its 
own operations and its own organiza 
tion to help insure a smooth-working 
team to do the expansion job ahead 
Business organizational experts were 
called in to analyze, study and make 
recommendations for improving the 


And in 


the analysis and plan that followed from 


inner workings of the company 


the study, Interstate’s Personnel De 
partment came into being as a distinct 
segment of the headquarters staff, to re 
lieve the Operating Department of the 
burden of administration of personnel 
policies to its 150 or so employees in 
its headquarters and 27 branch offices. 
Review Policies 

With the first organization of the 
department came a review of Inter 
state's personnel policies covering vaca 
tions, sick leave, merit rating program, 
and salary structure. Important changes 
were adopted to liberalize the poli ies 
and are still continually and constantly 
reviewed to keep abreast of times and 
conditions 

One of the more important tasks ac 
complished through the work of the Per 
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sonnel Department was the setting up 
of a Job Evaluation Program and Com- 
mittee to establish and review equitable 
salary ranges for all of the jobs in the 
company. The committee, composed 
of employee representatives of each 
major division of the company, estab 
lished job salary ranges based on edu 
cational requirements, experience, re 
sponsibility, initiative and ingenuity. 
attention and concentration, supervision 
requirements and working conditions 
on a point system from which equitable 
salary ranges within the company were 
determined. This committee continues 
to meet at regular intervals to review 
various positions within the company 
and adjust findings in view of develop 
ments. The Personnel Director serves 
as chairman of the committee. 
Improve Techniques 

By this time the inner workings of 
Interstate’s organization were refined to 
a point where much more thought and 
study could be given to another impor 
tant function of the Personnel Depart 
ment... that of recruiting and de 
veloping personnel to staff the com 
pany’s new offices which, within a com 
paratively short period of four years, 
were to double in number and increase 
the personnel requirements by nearly 

Personnel testing, the art of deter 
mining qualifications and aptitudes for 
various positions, was just gaining pub 
lic acceptance, and Interstate was one 
of the first companies of its type to 
adopt a testing program designed to 
aid in the elimination of new applicants 
who would be wasting their own time as 
well as the company’s time if they were 
employed in a job for which they were 
At the start of the program. 
all Interstaters were tested, not with an 


unsuited. 


eye to weeding out misfits, but to estab 
lish a desirable scoring range on the 
various intelligence, aptitude and per 
sonality tests. From this mass testing 
of all employees, normal score ranges 
on the tests were worked out and today 
remain the pattern for selecting em 
ployees. A testing manual was then 
prepared and branch managers, dis 
trict supervisors and others involved in 
the personnel hiring were trained in 
the administration, scoring, and inter 
pretation of tests to be used as a guide 
in processing applicants for employ 
ment 
Operating Manual 
As the Personnel Department was 


nearing the end of its second year. a 


need was felt for a revised and up-to- 
date Operating Manual, as an aid in 
training new people and to provide a 
ready reference for correct procedure. 
The job of planning, coordinating, and 
editing the new manual was assigned 
to the Personnel Director and in Sep 
tember, 1947, the present-day manual 
began to take shape and distribution 
of its regulations to aid in office opera- 
tion was initiated. Because of the ever 
changing conditions affecting Inter- 
state’s business, and improvement of 
methods and procedures, the manual 
will probably never be completed. Con 
stant review and correction of its con 
tents is a job that falls to the Personnel 
Director, who works very closely with 
other staff heads on these revisions. 
Another big step forward for Inter- 
state came in the late winter of 1947-48. 
Work Simplification was music to every 
one’s ears because the rapid expansion 
of the company had overloaded the 
capacity of many departments to a 
point where efficiency was impaired. 
Because of the intimate knowledge of 
the entire company’s operations gained 
through the preparation of the Operat- 
ing Manual, and the Job Evaluation 
Program, the task of coordinating the 
program of work simplification was also 
assigned to the Personnel Department. 
Many changes came about during the 
following six months . . . some minor, 
some major, and are still being made 
in a constant program of analysis of 
each operation of the company, ques- 
tioning each operation, developing office 
layouts to facilitate the work, improving 
and combining operations within a 
given job, simplifying forms and ana- 
lyzing equipment. One of the greatest 
timesavers developed from the initial 
program and one used most often by 


Viola Luigs 
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Left to Right: Betty Simon, Doris Hopwood and June Fuller 


the greatest number of employees, was 
the snap-out form for preparation of 
loan papers. 

When, in 1940, Interstate first adopted 
a group insurance program for its em- 
ployees. it was among the best that was 
available at the time. After remaining 
in force for eight years, it was felt that 
a more comprehensive plan of protec- 
tion should be provided. 

The Personnel Department was as- 
signed the job of obtaining a better 
group insurance program and a number 
of companies presented plans. In order 
to give every Interstater concerned a 
voice in the adoption of a plan in which 
they were to share, a survey was made 
of all personnel in December, 1947, 
which, when all the votes were cast. 
revealed an overwhelming majority in 
favor of the plan which is available to 
all employees today; the company pays 
a generous portion of the cost for each 


employee. 


Administer Program 


With the new insurance 


adopted in March of the following year. 


program 


another task was placed before the Per 
sonnel Department, that of administer- 
ing the program, seeing that claims 
were paid promptly, and issuing indi 
vidual policies to new employees. All 
claims for insurance benefits are han 
dled by the Personnel Department. in 
suring prompt and equitable settlement. 

Another 
Director and his department is that of 


function of the Personnel 


employee training. No matter how good 
an applicant may look on paper to fill 
a given position, his test scores and 
previous experience are not properly 
utilized without training in the rudi 
ments of his job and the operation of 
the company. The brunt of this train 
ing must necessarily be performed by 
department heads, supervisors and man 
agers: the Personnel Department assists 
through preparation of manuals and by 
providing training literature. 

Since early in January. 1949, the Pet 


sonnel Department has been working 
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on a new, more detailed and more up 
to-date training program for new em 
ployees that will be more centrally 
controlled and better coordinated with 
respect to the various phases of train 
ing. 


ing program will be launched within 


It is expected that this new train 


the next few months. 

Interstate’s Personnel Department is 
staffed by a Personnel Director, the 
Personnel Secretary, and a Personnel 
Clerk. 

Shortly after the department was or 
ganized back in 1945, Tom Meyer, an 
Interstater with company service dating 
back nine years before that date, re- 
turned from overseas duty with the 
Army Air Forces and was assigned as 
Director of Training in the Personnel 
Within a few months, he 
was appointed Personnel Director and 


Department. 


assumed the task of bringing about the 
changes and improvements, a part of 
which have been enumerated above. 
He served in various capacities, in 
cluding cashier, assistant treasurer and 
secretary to the president before he 
volunteered for duty with the Army Air 
Forces in 1941. During the war he was 
appointed to Officer Candidate School 
and graduated a second lieutenant and 
just before the last shot was fired, wore 
the gold oak leaves of a major. Still 
a member of the Air Force Reserve, he 
is Executive Officer of the 81st Troop 
Carrier Squadron and active in the 
administration of its affairs. 


Able Assistance 


Although it may appear from this 
story that Mr. Meyer has done an above 
average job of organizational planning 
and getting things done. no small 
amount of credit is due to his secretary. 
Miss Viola Luigs, whose service in In 
terstate’s Personnel Department pre 
cedes that of Mr. Meyer by several 
months. She joined Interstate on Octo 
ber 8, 1945, after one and a half years 
with the Republic Aviation Corporation 
in Evansville in the Personnel Relations 


Department. Previous to that she 


worked in Washington, D. C., for the 
War Manpower Commission and the 
Farm Security Administration. 

One of Miss Luigs’ assignments in 
the department is the processing of 
insurance applications and 
She prepares the policies and 


group 
claims. 
handles the administrative details con- 
nected with providing insurance cover- 
age for some 190 Interstaters. She is 
the departmental office manager and 
supervises the work of the personnel 
clerk. 

Miss Betty Simon, the youngest mem 
ber of the department, handles the test- 
ing and scoring for new applicants and 
assists them in preparing application 
forms. She is charged with the respon- 
sibility of seeing that employee service 
record cards are kept current and indi 
vidual files are maintained for each em 
ployee, both past and present. 

One of her jobs is the clipping and 
filing in the personnel file of each em 
ployee, any information that appears in 
the newspapers or in /Interstatements, 
Interstate’s house magazine. 

Varied Services 

While all Interstaters are concerned 
with customer relations and public re 
lations, the members of the Personnel 
Department are vitally interested in a 
third category personnel relations. 
The large number of employees of the 
company does not allow the personnel 
staff to devote as much time individually 
to each Interstater as they would like. 
However. each individual is given as 
much attention as is humanly possible 
within the time allotted, and the door 
is always open to anyone at any time 
for information, counsel, and guidance 
in any phase of his own personal affairs, 
or company affairs. In fact, believe it 
or not, the Personnel Department will 
even help plan vacation trips, if it is 
desired. 

If it concerns an employee, it con 
cerns Interstate and consequently it con- 
cerns Personnel Director Tom Meyer 
and his staff. 
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Personalities 


a 


William A. Kline, Jr., a super 
vision director of Family Finance Cor 
poration, was born in Columbus 
Georgia, October 10th, 1906. He at 
tended the public schools in Columbus 
entering the University of Georgia in 
1924, and receiving his law degree in 
1929. Mr. Kline is admitted to the 
practice of law in both the State and 
Federal Courts of Georgia. 

In October 1929 he entered the em 
ploy of Family and was assigned to the 
Savannah, Georgia office. Subsequent 
assignments in Savannah, Nashville 
and Knoxville followed and in Novem 
ber, 1931 he was appointed manager of 
the Memphis, Tennessee office. From 
this office, Mr. Kline was later trans 
ferred as manager of Community Loan 
& Investment Corporation in Atlanta 
Georgia. In 1938 he became traveling 
Auditor and was promoted to Assistant 
Supervisor, Philadelphia Headquarters, 
1941. In February, 1945 promotion to 
Department Supervisor with Head 
quarters in Pittsburgh followed 

Effective July 1, 1947 Mr. Kline was 
made Director of Supervision of the 
Northern Division 

During his college days he was quite 
active in social and fraternal circles 
being a member of Sigma Nu, social 
fraternity, Phi Delta Phi, legal frater 
nity, The Sphinx and Gridiron Clubs 
He was president of Pan-Hellenic Coun 
cil and of Blue Key Council 

Mr. Kline is married to the forme 
Nelle Bowers Chapman of Halls, Ten 
nessee They have one daughter. 
Martha Elizabeth, age eleven, who at 
tends Mt. Pleasant School in Wilming 
ton. Delaware 

As a member of Concord Country 
Club. Mr. Kline’s favorite Monday sport 


is alibiing his Sunday golf score 


It's as old as Adam: the law of self 
preservation Its as old as Eve: the 
law of self-interest. Combine ‘em and 
vou win!—Hat Sressins. Sales Var 


agement 
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WENTY Years Agoin the News 


Industrial Lenders News, October 1929 


National Officers, 1929-1930: 


President, Albert P. Snite; Vice President, T. M. Kauf- 
man; Executive Vice President, W. Frank Persons; 
Treasurer, T. J. Harrison; Secretary, G. W. Kehr 


More than thirteen years 
after the organization of the 
American Industrial Lenders 
Association in Philadelphia, 
April 1916, the Association 
came back to its birthplace to 
celebrate its fifteenth anniver- 
sary. Not many organizations 
can boast of fifteen birthdays in 
thirteen years but that is only 
one of the distinctions for 
which the A.I.L.A. is noted. 
For the curious let us explain 
the foregoing mystery as fol- 
lows: 
The old-timers who organ- 
ized and steered the destinies of 
the A.I.L.A. during the year of 
its birth, determined that it was 
not sufficient to hold one na- 
tional convention in 1916, but 
in addition to the national or- Albert P. Snite 
ganization meeting held in 
Philadelphia, in April, they decided that there was so much to be done 
before the A.I.L.A. could function properly that another national meet- 
ing should be and was held in Atlantic City in September, 1916. These 
two meetings were in truth national conventions and were held during 
the year the Association was organized. 
President Badger called the convention to order in the Clover Room 
of the Bellevue-Stratford Hotel on Wednesday, September 18, at 10:15 
A. M. and introduced Philip H. Gadsden, president of the Philadelphia 


TOUUOUUCO UOTE 


Chamber of Commerce who delivered a most cordial address of welcome. 


Mr. Gadsden said in part: 


ATAU 


“The history of banking throughout the ages has been that systems 
have been devised for the management, the use and facilities of the manu 
facturer and merchant and of that small portion of every community 
who have sufficient material assets to guarantee the payment under the 


law 


DIDNT 


While individual character has always had its value, the emphasis was 


\( 


not laid and is not today laid on personal character so much as upon 


good banking collateral 


The genius of your organization, the plan of the organization which 


you represent, as I understand it, is that you have reversed that age-old 


WWW WM WW 


system plan ind you place the emphasis upon human character; that 


you are willing to loan your money and take the risk of it to be paid 
based upon the general assumption that human nature is essentially 
honest and that the greatest collateral in any business is industry, per 


sonal integrity, and trustworthiness.” 


ABORT BILE E BIE IEDIE 
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Simplified 
Refund Tables 


\ set of Refund Tables based on the 
Direct Ratio Method generally known 
as the “Rule of 78ths” for use in the 
time sales finance business has just 
been published by Beneficial Manage- 
ment Corporation, Newark, New Jer- 
sey. In computing refunds of finance 
charges to customers who repay their 
contracts in advance of maturity date, 
it has generally been necessary hereto 
fore to use the time-consuming paper 
and-pencil method of multiplying the 
finance charge by “the 78ths” factor 
for the elapsed period of the contract 
to five decimal places. By referring to 
Beneficial Management Corporation's 
Refund Tables, the exact amount of the 
refund in dollars and cents is obtained 
without any calculations. 

Over 150,000 statistical computations 
were made to prepare the tables, and 
refund amounts are given for finance 
charges ranging from ten cents to $100 
upon prepayment during any month on 
contracts drawn for from two to 36 
months in length. 

Beneficial Management Corporation 
believes this to be the first set of tables 
of its kind to be made available to those 
in the instalment credit field. The com 
pany has found that in those of the 
nearly 500 Personal Finance Company 
offices which handle instalment finan 
ing in addition to their regular personal 
loan business, the use of the refund 
tables save not only the time of em 
ployees in figuring refunds, and auditors 
in spot-checking rebates, but it insures 
the customer's getting the correct 
amount of refund due him. When 
working with figures to five decimal 
places, some employees devise incorrect 
mathematical short-cuts—resulting in 
the customer's getting more refund than 
he is entitled to, with the company the 
loser, or less refund than he should be 
paid. In the latter case, of course, when 
the underpayment is discovered, addi- 
tional time and expense is involved in 
forwarding the difference to the client. 

The Direct Ratio Refund Method 
“The Rule of 78ths”—is officially recog- 
nized in many states as the correct 
method for determining refunds on in- 
stalment contracts repaid in full in 
advance of their maturity date. 

The tables are available at $15.00 
each for single copies at Beneficial 
Management Corporation. 


Happiness is the perfume you cannot 
pour on others without getting a few 
drops on yoursef.—Trimble (Ky) Dem- 
ocrat, 


OCTOBER, 1949 























Resolute will maintain your compen- 
sating balance for you in your bank, 
thereby giving you additional working 
‘apital. Any amount from $10,000 to 
$500,000 available . . . with interest as 
low as 2% per annum. No collateral re- 
quired...no red tape. Over $5,000,000 


has already been borrowed by loan com- 


panies for this purpose. 





Send coupon for Complete Details 





, RESOLUTE INSURANCE CO. 
7 83 Chapel St., Hartford 3, Conn. 


Please send me full particulars on your Compensating Balance 
Plan without obligation. 
NAME 


FIRM 


STREET 





CITY__ 








A Glance at What They Are Doing 


Left to Right: E. J. Benz, E. A. Maze, 
F. H. Wallin, Mrs. lone A. Chambers, 
Math Simon and M. E. Patrick 


Citizens Loan and Investment 
Company of Fond du Lac, Wisconsin, 
twenty-fifth anni 
Three off 


cers of the company holding records of 


commemorated _ its 
versary on August 27, 1949 
twenty-hve years of continuous service 
were honored at a dinner party that eve 
ning Gifts were presented to Mrs 
lone A. Chambers. who has been cashier 
since the company was founded and 
now also holds the office of secretary 
E. A. Maze 


Simon, director. 


vice president, and Math 
Kight of the original 
organizers were present at the dinner 
From a small beginning in 1924, the 
Citizens Loan and Investment Company 
has experienced a steady growth and 
now ranks as one of the leading inde 
pendent finance and loan companies in 
the state 


Richard E. Meier, president of 
Interstate Finance Corporation, Evans 
ville. Indiana, served as district chair 
man for southwestern Indiana counties 
in the drive for funds to finance equip 
ment for research into polio, cancer, 
tuberculosis, heart ailments, blood dis 
eases and rheumatic fever at the New 
Riley Memorial Hospital Research 
Center in Indianapolis. The James 
Whitcomb Riley Memorial Hospital is 
a children’s hospital that serves the 
entire State of Indiana and during the 
last quarter of a century more than 
3,400 children of Vanderburgh County 
alone have been patients, not counting 
the many who went for medical advice 
only. The state is financing a new wing 
for the proposed research center. 


B. J. Lenihan, president of Time 
Finance Company, Louisville. was re 
cently re-elected to membership on the 
Board of Directors of the Louisville 
Better Business Bureau. The reorgan 
ized Louisville Bureau has just com 
pleted a highly successful first year 
of operation. Membership has been 
greatly enlarged and now includes most 
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of the business establishments in Louis- 
ville. The directorate is composed of 
30 business and civic leaders of the city. 


Hal Wagner, advertising manager 
of Local Loan Company, Chicago, will 
speak before the Hollywood Lions Club 
on September 21 and on September 22 
will address the Executive's Association 
of Los Angeles. These engagements fit 
in very well with his plans to attend the 
annual convention of the National Con 


sumer Finance Association. 


Carl M. Wikle, Mt. Vernon's 
Friendly Loan Man, has long been a 
civic leader—lending generously of his 
time and ability to sponsor and promote 
projects that would benefit his com 
munity. Here follows a couple of su 
perb letters attesting to Mr. Wikle’s 


success at civic leadership: 


The First Congregationa 
Church 
Mt. Vernon, Ohio 
Jerry W. Trexler, Pastor 
June 8, 1949 
Dear Carl 
As I sat in your Trustees Meeting. 
Friday night, | couldn't help but offer a 
private prayer of appreciation for the 
very fine work your group has done 
this past year. 
| was also highly conscious of how 
very much of that depended on the 
strength and regularity of individuals 
like yourself, 
If there is such as flowers for the 
I'd like to throw a bouquet in 
your direction and tell you personally 


living. 


hew encouraged and sustained | have 
felt because of the fine spirit and work 
you have given to the church during 
this past arduous and successful year. 
Sometimes when we get all mixed up 

with business, we don't say these things. 
but I want you to know that I often 
think of them and of you in such con- 
nections, 

Most sincerely, 

Jerry 


* * * 


The American National 
Red Cross National 
Headquarters 
Washington, D. C. 
Office of the President 
May 14. 1949 
Dear Mr. Wikle: 

As we review the success of the 1949 
Red Cross Fund Campaign, we are im- 
pressed by the remarkable community 
teamwork and the high degree of public 
confidence which made it possible. 

The spirit of the American Red Cross 


lies in its opportunity for personal serv- 
ice. The millions of volunteers who 
worked to raise this fund, as well as the 
millions who oversubscribed it, repre- 
sent the strength of this great organiza- 
tion. 

You know the deep satisfaction of 
having provided the financial founda- 
tion for another year of effective Red 
Cross service. On behalf of the Ameri- 
can National Red Cross, | hope you may 
find it possible to express our con- 
gratulations and gratitude to all who 
contributed to your achievement. 

Sincerely yours, 
Basil O'Connor, President 
Mr. Carl Wikle, Chairman 
Knox County Chapter 
American Red Cross 
Memorial Building 
Mt. Vernon 


E. William Nelson, vice president 
of the Wabeek State Bank of Detroit, 
has been named to be in charge of the 
bank’s new branch which was opened 
on August 15 The former Banking 
Commissioner of Michigan will operate 
this new and modern banking facility 
northwest De 


from its location in 


trot, 


Lincoln Loan Sold 


The following news release of Sep 
tember 9th was of general interest in 
the consumer finance business: 

“Beneficial Industrial Loan Corpora 
tion is pleased to announce the pur 
chase of a controlling interest in The 
Lincoln Loan Corporation. They oper 
ate 12 offices. with outstandings totaling 
approximately five million dollars. The 
offices operate under the name of The 
Lincoln Loan Corporation in Milwau 
kee, Wisconsin; Chicago and Peoria, 
Illinois; Anderson, Evansville, Gary, 
Hammond, Indianapolis and La Porte, 
Indiana; Akron, and two offices in 
Cleveland, Ohio. We will continue to 
operate them under the name of The 
Lincoln Loan Corporation. Irvin Wes 
ley is president and will make his head- 
quarters at 723 Security Trust Building, 
Indianapolis.” 








FOR 
interest-computers 
WRITE 


Albert M. Hunter, Inc. 


112 No. 7th St. Philadelphia 6, Pa. 
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State Association Activities 





Idaho 


The meeting held at McCall on July 
9 is now history, but we are sure that 
every licensee who attended (and it was 
almost one hundred per cent) will re- 
member it as one of the outstanding 
conventions that the association has 
had both from the point of small loan 
business and from members’ pleasure. 

Johnny Rademacher assumes the 
presidency for next year and everybody 
who knows Johnny, knows that the as- 
sociation will have a very active year. 
Jack Murdock was elected vice presi- 
dent and new directors are Brad Minor, 
Paul Brooks and Frank Spencer. 

An abrupt change in the procedure 
of the association has been made in that 
it was determined that hereafter there 
will be but one annual meeting held in 
the summer and presumably the meet 
ing will extend over more than one day 
and be a real convention at one of 
Idaho's many resorts. In lieu of the 
semi-annual meeting, it was agreed that 
the Board of Directors should meet 
quarterly and that three of the meetings 
should be at various parts of the state 
other than the place where the last con- 
vention was held. At these quarterly 
meetings, the Board will invite all the 
licensees of the area adjacent to the 
place where the meeting is held to meet 
with them and discuss pertinent prob- 
lems of the small loan business. It is 
thought that by this 
association can more readily represent 


procedure the 


the individual licensee and possibly 


avoid some of the abuses which have 
caused us trouble in the past. In line 
with this proposition, a Trade-Practices 
Committee has been established. 

The association adopted a resolution 
establishing a Trade-Practices Commit 
tee whose duty it will be to investigate 
illegal practices performed by both 
licensees or others, with particular at- 
tention to unlawful transactions on the 
part of licensees. This arises from the 
many charges which were hurled at 
the small loan business in the First 
Legislature. We know that a small 
minority of licensees have indulged in 
illegal practices, and like the rotten 
apple in the barrel, that small minority 
might easily ruin the entire business. 
It will be the procedure of this commit- 
tee to investigate rumored illegal prac 
tices and then discuss these practices 
with the licensee involved. We think 
that most of these things are done 
through ignorance of the law rather 
than through intent and the committee 
will follow that procedure. If the li- 
censee insists upon the procedure, then 
the committee is authorized to present 
the facts to the Department of Finance 
with the recommendation that punitive 
action be taken. 

One such case has already been 
handled and the Department has ex- 
tended to the licensee thirty days within 
which to straighten out his loans. We 
are informed that the license will prob- 
ably be surrendered and cancelled in 
the next few days. 

At this meeting, Larry Quinn and 
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IMPORTANT 
Ws ANNOUNCEMENT... 


Now available — free samples of 
one of the most effective and produc- 
tive HOLIDAY ADVERTISING IDEAS 
ever offered to the lending industry. 

Send these new, exciting HOLIDAY 
CASH FOLDERS to your own accounts 
and to New Customers, then ADD UP 
YOUR RESULTS! 

WARNING! 
to warn you now . . 
SEE THEM... 
THEM. 

Write for your Free Samples today. 


We think it only fair 
. that once you 
you'll want to USE 


No obligation, of course. 
Distinctive 
Aduertising Seruice 


P. O. Box 1182 Albany, N. Y. 





LOWEST PRICE 








INTEREST TABLES 


for Small Loan Companies 





(Some rates above $300—$18 50 each) 
Stand with built-in Time Finder $1T 
(No need to buy a new stand if your rate changea) 


* 

Accurate te the penny— Quick and 
simple in operation—Easy for new 
employeesto use—Sturdy, durable. 

Hundreds of satisfied users, in- 
cluding Household Finance, Public 
Loan,Commonwealth Loan, Liberty 
Loan, and other chain and inde- 
pendent companies. 
1 DAYS FREE TRIAL 

ORDER ONE TODAY! 


JOHN DICKINSON SCHNEIDER 
833 North Orleans Street - Chicago 10, Iilinois 


NOTE B&B No dealers—no sal ne 
sell by mail only to keep our prices down. 
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excellent 


Frank 


papers upon preparation of the annual 


Spencer presented 
statement and its improvement, and the 
Board of Directors was authorized to 
make a study of the best way to provide 
the membership with information con- 
cerning the annual statement. Many 
other state associations retain a certified 
public accountant who prepares uniform 
instructions and who passes upon each 
licensee's annual statement before it is 
He does not prepare them, 
but acts as a clearinghouse so that the 


submitted. 


statements are uniform in their prepara- 
tion. We hope that the Department of 
Finance will be able to prepare a con- 
solidated statement showing the true 
facts of the small loan business in Idaho 
based upon the annual reports. You 
will hear more about that in the future 


Michigan 


Report of Earl F. 
dent, Michigan Consumer Finance As 


Ganschow, presi 


sociation: 

During this month it was my privilege 
and pleasure to travel to Michigan's 
Upper Peninsula for the purpose of par 
ticipating in a revival of the Associa 
tion’s practice of holding an Upper 
Peninsula regional meeting 

If I were as practiced in the art of 
using the English language as was Mr 
Merrill Graham, the chap who delivered 
convention ad 


one ot our summer 


dresses, I could really expound upon 
the beauties of that particular section 
of our state at this time of the year. 
Suffice it to say we are pleased to be 
able to say that the countryside and 
the people who live there are valuable 
assets to our Michigan social and eco 
nomic life. 

We were not the only visitors how 
ever as on the day of our visit Governor 
Williams and his staff were in town to 
participate in Governor's Day at the 


Upper Peninsula State Fair. Because 
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of the fact that one of our members has 
followed the old adage of “Know Your 
Legislator” our group was accorded the 
privilege of a short visit and talk by the 
Governor. At the request of the legis- 
lator the Governor took time from a 
busy schedule to attend our meeting. 
Public relations has been in action in 
that part of our state. 

Speaking of public relations, I would 
remind you that, with the vacation 
period now nearly over, each and every 
one of us should start planning to make 
arrangements for as many showings of 
our industry film “Every Seventh 
Family” as possible. You have a re 
sponsibility to yourself and to your 
business to do this. It has been well 
accepted by all types of groups includ 
ing service clubs, union groups, schools 
and many other organizations. Write 
our association office asking them to 
reserve the film for you—several copies 
are available. 

Our industry will participate in sev 
eral more “Business-Industry-Education 
days” early this fall. Is your com 
munity planning such a program? If 
not, why don’t you suggest that they 
consider doing so? You will be making 
a real contribution. Again your asso 
ciation, through Russ Darling. will not 
only supply you with information about 
how this program can be developed but 
help you plan it. 

These are only two methods whereby 
you can further the interests of your 
self and your business. There are many 
others but they take a bit of doing on 
your part. 





How About Your 
HOLIDAY BUSINESS? 


Early 


“MISSOURI” 


DIRECT MAIL IDEAS NOW READY 
returns indicate that “MISSOURI'S” 1949 


HOLIDAY BUSINESS-BY-MAIL pieces will establish 
an all-time record of acceptance by aggressive, on- 
coming Small Loan Managers 

By all means see them BEFORE you place your 
Holiday Business-getting Program. Your request by 
letter, card or phone will bring a complete set by 
return mail. No obligation on your part. 


MISSOURI PRINTING & ENGRAVING CO. 


Producers of Everything That's Printed for the Smali Loan Business 





Uniform Reporting to Banks 


(Continued from Page 9) 


to charges earned has been put on an 
optional basis. Opinion as to the value 
of this data is divided both on the part 
of banks and on the part of small loan 
companies, hence it was not considered 
desirable to make it a required sched- 
ule. I believe that the new question- 
naire, when supplemented by the usual 
audit report, presents adequate infor 
mation for determining the financial 
position of a company in this field of 
business.” 

For your information we have repro 
duced on pages 8 and 9 a copy of the 
three pages of the questionnaire. The 
form itself is on standard size, 84% x 11 
inches, in a four page folder. Copies 
of this form may be secured from the 
printers, Cadwallader & Johnson, 225 
West Huron Street. Chicago 10, Ilinois, 
at the following schedule of prices: 


100 $ 5.95 
250 11.20 
500 19.60 
1000 
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Source of Data. Federal Reserve Board—-Compiled by The Credit Life Insurance Co. 





What Makes Buzzte write Like tH, 
\S< 


the Bond-A-Month Plan are such a blessing. 
They are “human-nature-proof.” 


BUZZIE is just learning to write. 

And every line he writes starts out with big 
letters and ends up with little ones. 

The trouble is, he doesn’t plan ahead. He 
concentrates on making those big letters, and 
lets the end of the line take care of itself. 

Many grownups have the same trouble— 
not with their handwriting, but their money. 

They blow it all at the beginning, and let 
the “end of the line” take care of itself. But it 
practically never does. 


That’s why the Payroll Savings Plan and 


When you're on one of these plans, the 
saving is done for you—automatically. 


And remember, every U. S. Saving Bond 
you buy brings you $4 in ten years for every 
$3 invested. 


So don’t let your life run on like Buzzie’s 
handwriting. Fix up the “end of the line” once 
and for all by signing up today for the Payroll 
Savings Plan—or, if you are not on a payroll, 
the Bond-A-Month Plan at your bank. 


Automatic Saving is Sure SAVING — U.S. SAViNGs Bonos 


Contributed by this magazine in co-operation with the Magazine Publishers of America 
as a public service. 





